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October 4, 1923. 
To Our Agents: 
Surely it is gratifying to you agents to know that 
our efforts to swat the fire bug in Tennessee, Arkansas and 


Mississippi, through our watchfulness, have met with 





success. In August, 1922, through these advertising j 


we put the Moral Hazard up to our agents, announcing that our 





hands were off in matters of that nature. We did that be- 

cause we had absolute confidence in you men. Since then every 
week has been a “Fire Prevention Week" with all NELSON agents. 
All began immediately tc look closely for everything re- 
sembling Moral Hazard, and when they discovered-a "suspicion" or 
a "suspect" said: "Yes, we have no insurance today" for 

that particular property or person. We believe our system 
carried out by all Fire Insurance organizations would reduce 


the National ash heap to the minimun. 























Underwriter their medium of congratulating 
the State Association on its 1923 meeting. 


Bringhurst, Fite @ Co. 313 Church St. 
Brugh Hartnett & Co. Stahlman Bldg. 
Buell @ Crockett 314 Church St. 
Dillon & Chase 304-3d Ave. N. 
B. Frank Fields Ind. Life Bldg. 
Gale, Smith & Co. Ind. Life Bldg. 


Hindman & Jackson, Chamber of Com. Bldg. 
C.M. Hunt Co. 4th @ Ist Natl. Bank Bldg. 


Krieg & Handly Ind. Life Bldg. 
Loventhal Bros. 308 Church St. 
W. P. Rutland & Co. 154-4th Ave. N. 


Are you doing your share to maintain these 
organizations that are operating for the sole 


purpose of protecting your business? 








Members of the State and National Associations are 


doing 80% of the insurance business of this country. 


See the State Secretary at 


once and join this goodly 


company of “‘Insurors. 
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Tennessee Agents [ake Forward Step 


Name Committee to Confer With Field Men to Reduce New 
Agency Appointments—Reelect H. Phelps Smith President 


NEW OFFICERS ELECTED 


PRESIDENT 
H. Phelps Smith, Nashville 


Takes Advance Steps 


Nashville, Tenn., Oct. 12. 
HE Tennessee Association of In- 
surance Agents at its annual meet- 
ing here took a number of forward 
steps. In the first place the association 
will appoint a special conference com- 
mittee to deal with the Tennessee Field 
Men’s Club regarding the appointment 
of agencies. The Tennessee Association 
of Insurance Agents is alarmed over 
the increasing multiplicity of agents. 
More and more the officers and em- 
ployes of banks are appointed. There 
were 7,000 agency licenses issued in 
Tennessee last year including life, acci— 
dent, casualty and fire. There are prob 
ably at least 5,000 licenses issued to fire 
and casualty agents. Naturally there 
was a duplication in this as one agency 
is licensed for a number of companies. 
The small and inconsequential local 
agents are growing in number. 

The Tennessee Association of Insur- 
ance Agents will make a very strong 
appeal to the field men and the com- 
panies to take practical steps to reduce 
the number of side liners and encourage 
the maintainence of full time agents who 
are interested in their calling. 


Note of Warning Sounded 
on Multiplicity of Agents 


Miss Julia Hindman, the secretary of 
the Tennessee Association brought up 
the subject of multiplicity of agents in 
her report and sounded a note of warn- 
ing as to the effect of such agents on 
the business. 

Other agents in their discussions 
touched on the subject. Altogether it is 
a very vital one in Tennessee at this 
time. The field men of the state are 
very friendly to the agency movement 
and it is hoped that a plan can be 
worked out that will meet with the ap- 
proval of all. 

Tennessee is very fortunate in having 
an insurance commissioner, A. S. Cald- 
well, who is very much in favor of an 
agency qualification law. In his talk 
he referred to the large number of unfit 
agents licensed at the present time. He 
has no alternative but to issue the 
licenses if they are applied for. He 
urged the passage of a qualifications 
law. Mr. Caldwell is giving this subject 
much attention. He is vitally interested 
in elevating the standard of agency rep- 
resentation in the state. 


Will Hold Executive Meetings 
at Different Points 


The Tennessee Association met in 
executive session Friday afternoon and 
decided to hold a meeting of its officers, 
members of the executive committee and 
other committees and such other agents 
as desire to attend the conference shortly 
after the mid-year meeting of the Na- 


SECRETARY-TREASURER 
Miss Julia Hindman, Nashville 


VICE-PRESIDENTS 


Chas. R. Reed, LaFollette; Walter B. Bell, Bells; J. B. Ragon, Chat- 
tanooga; R. T. Groom, Murfreesboro; Will E. Walker, Winchester; 
H. M. Webb, Knoxville; A. V. Patton, Jackson, Alfred D. Mason, 
Memphis; C. G. Faulkner, Clarksville; C. M. Hunt, Nashville. 


tional Association of Insurance Agents 
It will likely be held in one of the 
smaller cities. This will give the oppor- 
tunity of the Tennessee Association to 
have some meetings in the smaller cities 
which cannot accommodate the annual 
convention. 


Opportunity Will Be Given 
to Discuss Problems 


It was decided also to have at least 
three and perhaps four of these execu- 
tive conferences at different points of 
the state throughout the year. This will 
give the agents the opportunity to bring 
up matters of vital interest to them. 
There is not the time or opportunity at 
the annual meeting to discuss many sub- 








H. PHELPS SMITH, Nashville 


President Tennessee Association of 
Insurance Agents 


jects that concern the local agents 
These meetings in the smaller cities will 
be for local agents only. The small 
town agents are begging the association 
to take up their cause. It is felt that 
with these 


frequent executive confer 
ences the membership will be more 
closely united and more time can be 


given to the problems that are engros- 
sing the minds of the agents. 

At the annual meetings hereafter there 
will be an executive session at 3:30 p. m. 
the first day of the meeting. The pro- 
gram will be arranged to that end. 

The Tennessee Association is in good 
shape. It is in the hands of high grade 
people. It is one of the live organiza- 
tions in the country and is rendering 
great service to the business in its state. 

















JULIA HINDMAN, Nashville 


Secretary Tennessee Association of 
Insurance Agents 


Boost Local Boards 


Nashville, 

Hk Tennessee Association of In- 
surance Agents at its annual meet 

ing in this city decided to undertake 

a movement that will stimulate interest 
in local boards. Belief was expressed 

that if some program could be presented 
that will bring people out to meeting: 
the local organization will be strength 
ened and be made very serviceable 
Therefore an experiment will be tried 

in this state 

A number of 
asked to have 


Tenn., Oct. 12. 


local boards will be 
their meetings on cer 
tain days in each month. By 
nent these meetings will follow each 
other in different cities consequently 
This will provide an opportunity to get 
a speaker who will visit each local 
board in the group on the same visit, It 
is proposed to invite the office employes 
to these meetings. They are to be ed 
ucational in their nature. Not only will 
insurance talks be given but casualty 
and surety educational addresses will 
be made. Appeals will be made to the 
companies to provide speakers who will 
acquaint the agents with various fea- 
tures of the business. This, it is be 
lieved will stimulate interest in local 
organizations. It will provide educa 
tional material of a practical kind. 


arrange 


Plan Was Proposed by 
Henry G. McMillan of Knoxville 


Henry G. McMillan of Knoxville 
made the suggestion that such a plan be 
inaugurated. Later representatives 
from the local boards in Tennessee held 
a meeting. It was decided to proceed 
so far as Knoxville, Chattanooga, Mur 
freesboro, Nashville and Memphis are 
concerned. Columbia and Jackson have 
local boards, but they are undecided as 
to whether they will enter the arrange 
ment. 

Mr. McMillan said that he was not in 
favor of eliminating the active agents 
in the business but educating them. 

James D, Collier,, former president of 
the Memphis Insurance Exchange said 
that the agents in his city would be 
heartily in favor of this move. He said 
it is difficult to get interest in local 
board meetings. Only a few come out. 
The proceedings are perfunctory and 
very dry. He said that the casualty 
men should become members of these 
local boards 

L. P. Rutledge of Columbia spoke in 
favor of the plan. Clifford Love of 
Murfreesboro said that the local agents 
and their employes would derive much 
benefit from these talks given by ex- 
perts. 

This plan will be inaugurated later 
on and if it is successful in Tennessee, 
it will be adopted undoubtedly in other 
states 














Legislative Committee 
Tells of Its Activities 


HE report of the legislative com- 
mittee was submitted by Charles B. 


H. Loventhal of Nashville, chairman. 
He said: ‘ 
“Your legislative committee appar- 


ently accomplished nothing at the last 
session of the legislature, although their 
efforts were faithful, arduous and of 
long duration. Even before the legis- 
lature convened, the committee met at 
Nashville and discussed an agency qual- 
ification law, similar to the suggested 
agency qualification law as adopted by 
the National Association of Insurance 
Agents. Through past experience, it 
was deemed wise to omit life insurance 
agents and they were omitted. Later, 
the president of a very large accident 
and health company asked the commit- 
tee to appear before him, and he in- 
sisted that the bill be amended to ex- 
empt health and accident agents as they 
had been burdened by legislation in 
other states and unless our bill was 
amended, they would strenuously op- 
pose its passage. 


Teeth Taken Out of 
Qualification Bill 


“When we presented the bill with its 
amendments to the insurance commis- 
sioner for his approval, the commis- 
sioner felt that our bill had all the 
teeth taken out of it and he, himself, 
drew a bill as an amendment to the 
license bill, setting forth certain quali- 
fications that all insurance agents li- 
censed in the state should possess. His 
bill was introduced and it looked very 
favorable for passage. 

“Your legislative committee exerted 
every effort to assist the commissioner 
in the passage of his bill, but it de- 
veloped that through a personal griev- 
ance that the Shelby county delegation 
had against the commissioner for his 
action taken in a Memphis local bill, 
they were able to prevent the passage 
of the commissioner’s qualification bill, 


which would have been of immeasur- 
able value to the agency force of 
Tennessee. Every effort was made to 
influence the Memphis delegation to 
withdraw their objection, but the bill 
failed. 
Workmen’s Compensation 

Changes Approved 

“The workmen’s compensation law 
was changed, effective July 1, in a 


manner which was very satisfactory to 
the agency force of the state, but it is 
regretted that the increased rates, 
deemed necessary to provide the bene- 
fits increased over the old law, have not 
been granted and which has prevented 
a settled condition as to insurance writ- 
ten under the act since that time. The 
legislative committee attended a num- 
ber of committee meetings when the 
changes desired in the workmen’s com- 
pensation act were discussed.” 


Reports Heavy Losses in 
Nashville and Tennessee 


J. G. Blakemore, Nashville manager 
of the Tennessee Inspection Bureau, 
had charge of the fire prevention pro- 
gram at the Lions Club in Nashville, 
Thursday. He had as guests, Geo. J. 
Tompkins, member of the board of pub- 
lic works of the city; State Fire Mar- 
shal Ed. M. Gillenwater of Tennessee; 
Chas. L. Gandy of Birmingham, Ala.; 
>. M. Cartwright of THe Nationa Un- 
DERWRITER; C. B, H. Loventhal and H. 
Phelps Smith of Nashville. - Mr. Cart- 


wright gave the fire prevention talk. 
He said the fire losses of the state had 


increased from $4,000,000 four years ago 
to $9,000,000 last year. The Nashville 
premiums in 1922 were $1,500,000 and 
losses $1,000,000. He declared that 
something was wrong, urged the Lions 
Club to head a movement to study the 
fire loss problem in the state and city 
and ascertain the remedy to reduce the 
waste. 
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RESOLUTIONS ADOPTED | 








That our thanks and appreciation be extended to President H. Phelps Smith 
and other executive officers, and members of the various standing committees of 
the association for their efforts in behalf of the Tennessee agents during the past 


year. 


That we record also our thanks and appreciation to the Nashville Board, the 
entertainment committee, and to the citizens of Nashville who in any way assisted 
in the entertainment of members or visitors and the courtesies extended during 


our visit. 
That we reaffirm 


our allegiance to the National Association of Insurance 


Agents and fully endorse all action taken by it at its recent convention held at 


We pledge ourselves to cooperate with the National 


Association that 


their commendable work may be further developed during the coming year. 
That we greatly appreciate the efforts that our esteemed insurance commis- 


sioner, A, S. Caldwell, 


to improve the insurance conditions in this state and 


particularly his recent ruling respecting the extension of credit, a custom that had 
zrown to unreasonable proportions, and one that created a serious problem to 


the agents and companies alike. 


That we protest the malicious charge of Governor Hyde of Missouri, that 
insurance companies and agents are indifferent to the campaign in favor of fire 
prevention in his refusal to issue a “Fire Prevention Week” Proclamation. The 
insurance interests of the country are more active than any other in the promotion 


of every movement to reduce the enormous fire waste. 


We resent the indictment 


of the high-minded men and women of our great business by the chief executive 


of Missouri. 


That we regret to note the continued disregard of our protest over the unre- 
atricted appointment of unqualified agents and “sideliners” throughout the state. 

That we deplore the dissolution of the agreement heretofore existing between 
the companies constituting the Union and Bureau, and we trust that a way may 
yet be found whereby these two organizations can work together in harmony for 
the best interests of the insurance business as a whole. 


That we express our appreciation and thanks to 


the newspapers of the 


eountry for the valuable space contributed by them in spreading educational propa- 
ganda relating to fire prevention during this week, Oct. 7-13, and to all civic and 
religious bodies and public spirited citizens who have cooperated with the Chamber 
of Commerce of the United States and the National Fire Protection Association to 
reduce the enormous fire waste of our country. 

We refer to the executive committee and recommend that if found practicable, 
three district conventions be held during the coming year in each of the three 


important sub-divisions of this state. 


It is recommended that these district meet- 


ings form the basis of the organization of regional conventions to be held in the 
smaller towns of the state and that agents residing within the respective sub- 
divisions be urged to attend, In this connection, we extend thanks for and commend 
the good work of all field men who have so earnestly placed the benefits of this 
association before the agents of the state, thereby arousing interest in and securing 


additions to our membership. 


Since last we met, death has claimed as its own, William R. Bringhurst off 
Nashville, and J. Fred Ferger of Chattanooga, valued members of our association, 
and we extend to the bereaved families our sincere sympathy in their great loss. 





Pecan of Tennessee Moecting 


Was Full of Valuable Features 


HE program of the Tennessee As- 
T sociation of Insurance Agents at 
Nashville was most interesting. 

Insurance Commissioner A. S. Cald- 
well of Tennessee is one of the most 
progressive state supervisors of the 
country. He was formerly vice-presi- 
dent of the Provident Life & Accident 
of Chattanooga. In dealing with the 
question of extension of credit and flat 
cancellations he was hitting at some of 
the big wastes in the business. Mr. 
Caldwell is held in high esteem by the 
insurance people of his state. He re- 
ceived many compliments at the con- 
vention. 

Vice-President Charles L. 
the National Association, who hails 
from Birmingham, Ala., is assistant sec- 
retary of the Alabama association. As 
such he is the chief engineer of that or- 
ganization, He is one of the acknowl- 
edged humorists in the agency ranks. 
He made a name for himself at the re- 
cent Buffalo convention and added to 
his laurels at the Nashville meeting. 


Fred H. Warren Was Able 
Speaker for Field Men 


Fred H. Warren, state agent of the 
Royal in Tennessee, represented the 
field men on the program. Mr. Warren 
is one of the top notchers among the 
Tennessee field men. He impresses 
everyone with his sincerity and high 
mindedness. His paper was well re- 
ceived. 

E. R. Townsend of the National 
Board gave some practical advice along 
fire prevention lines. He spoke of’ the 
desirability of the fire drills in the home. 
One of the Nashville papers in report- 
ing his talk, referred to him as the chief 
of his own home fire department. 

Leonard Peterson of Chicago, special 
agent of the improved risk department 
of the Home of New York gave the 
agents some illuminating information 
on the writing of rain insurance, that 


Gandy of 


class of indemnity that is becoming 
more and more popular. Mr. Peterson’s 
paper was educational in its nature. 


J. J. Donohue Made a 
Most Impressive Address 


J. J. Donohue of Louisville, general 
claim agent of the Louisville & Nash- 
ville was the first speaker Friday morn- 
ing. He made a_ profound impression 
on his hearers. In telling of some of 
the heresies that the railroads combat, 
the attacks that are made and misinfor- 
mation abroad and ignorant criticism 
that is made, it could be seen that the 
railroads are in about the same position 
as insurance. There were a number ot 
railroad officials present during Mr. 
Donohue’s talk. His manuscript will 
be used by the railroads to a good pur- 
pose. At the close of his address Mr. 
Donohue referred in reverential terms 
to his own road. It is a dangerous 
thing for a speaker to refer in compli- 
mentary terms to his own institution, 
but in this case Mr. Donohue left a vivid 
impression on his hearers as he referred 
to his own organization. It was evi- 
dent that he believed the Louisville & 
Nashville is right, is honest, and con- 
scientious. The note of sincerity and 
real affection as he spoke of the Louis- 
ville & Nashville, sank deply into the 
minds of his hearers. It was a mani- 
festation of loyalty that one seldom sees 
in a convention speech. 


Collier Regarded as 

Presidential Timber 

James D. Collier of Memphis, former- 
ly president of the Memphis Insurance 
Exchange is one of the leaders in the 
Tennessee Association and presented a 
thoughtful contribution to the program. 
Mr. Collier undoubtedly is headed to- 
ward the presidency of the Tennessee 
body. 

Spencer Welton, vice-president of the 
Fidelity & Deposit is one of the most 
versatile, brilliant and pleasing speakers 
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"SRNR Should | oa 
Out of Private Business 


STRONG argument against the 
entry of the government into 
business of any sort was made by 
A. J. Donahue, general attorney o/ 
the Louisville & Nashville Railroad at 


Louisville, speaking before the Tennes 
see agents on “The Futility of Govern 
ment Ownership of Private Enter- 
prises.” He devoted himself primarily 
to the railroad question, outlining in de 
tail the attacks which the radical ele- 
ment in Congress is now planning 
against the railroads as a step toward 
government control, but also spoke 
strongly against governmental invasion 
of insurance and other lines. In that 
connection he said: 

“I stand for the private operation oi 
private business — banking, industrial, 
farming and insurance’ business, no less 
than the railroad business—leaving the 
government to function in matters of 
governmental concern: the conduct of 
the nation’s foreign affairs, the levying 
and the collecting of taxes, and the 
protection of the citizen, as to his life, 
property and pursuit of happiness. 


Less Government in Business; 
More Business in Government 


“T indorse with all my heart the trite 
saying that there should be less gov 
ernment in business and more business 
in government. Don’t misunderstand 
me. No responsible railroad man _ will 
contend in this day and time that a 
railroad is not a quasi-public institution 
and, as such, is subject to reasonable 
regulation at the hands of the state. 
But, I respectfully submit, ‘reasonable 
regulation’ does not mean confiscation 
at the hands of the federal government 
or strangulation by 48 different state 
regulatory bodies. 

“Whenever government ownership has 
been tried it has been a signal failure, 
the story of deficits, inefficiency, low 
morale of forces and political graft be 
ing world-wide. 

“With the bitter experience of 26 
months of federal control of the rail- 
roads before them—an_ experience 
which, when it has been entirely liqui 
dated, will have cost $1,800,000,000, and 
this stupendous sum will eventually 
have to be paid by taxpayers, through 
taxes directly or indirectly levied—the 
American people will countenance gov 
ernment ownership only as a last re 
sort.’ 
—— = = —— 
that : appear before conventions. He is 
trained as a sales manager. He has 
popularized his company by keeping in 
touch with agents in their conventions. 
He is one of the best known insurance 
executives because of the attention he 
has paid to the agency movement and 
to the number of talks he has made be 
fore agents conventions. Mr. Welton 
is always welcome at agency meetings. 


Parmenter Made His Debut 
at Nashville Meeting 


H. H. Parmenter of the Casualty In 
formation Clearing House of Chicago 
made his debut as a speaker before in- 
surance conventions at the Nashville 
meeting, His address was very well re 
ceived. Mr. Parmenter has become a 
member of the Illinois Association of 
Insurance Agents. He is prominent in 
political affairs at Chicago, being sec- 
retary of his ward Republican club. 

R. T. Groom of Murfreesboro, gave 
one of the most practical papers pre- 
sented to the convention. He is a young 
man of high ideals who has built up an 
excellent and profitable business in his 
community. 


Rieke at Tennessee Meeting 


Karl W. Rieke, special agent ex 
traordinary of the National Association 
of Insurance Agents, attended the Ten- 
nessee agents meeting at Nashville. He 
is working for a couple of weeks in 
promoting memberships in that state 
From Tennessee he will undertake a 
- gaailaaed campaign in South Caro- 
ina. 
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Developin 


E a progressive citizen, support 
B your town, boost it, trade in it, live 

in it, work for its betterment in 
every way. Exercise your 
rights, but never play politics. Be a 
regular attendant of church, but never 
use your membership in business. Use 
your church, lodge and club as a church, 
lodge and club. If you are a member 
in them to secure business, get out. 
They don’t need you. Don’t loaf on the 
streets. If you don’t have any work 
to do you are a dead one. Better sell 
out and leave. 


suffrage 


Advertising Is Basis of 
Success or Failure 


Advertising in some way or other 
spells the success or failure of any busi- 
ness. A successful advertiser makes a 
success in any line of business. The 
first requirement in any vocation to be 
successtul is to be thoroughly sold on 
your undertaking. After you are sold, 
then sell yourself to the public. Be a 
persistent advertiser. So advertise that 
a letter without any address but “Insur- 





R. T. GROOM 
Murfreesboro 


will be put in your box. 


ance Agent” 
Your own initiative will help. Three 
years ago I received a card from a 
iriend in Japan requesting the renewal 
of a policy. The following ad appeared: 
“Doing Business in Japan,” followed by 
a cut of the card and my address. Try 
to so advertise your business that the 
average citizen, in thinking of insur- 
ance, thinks of your name. 


Agent Should Sell 
Service, Not Price 


The article we sell as insurance agents 
is one of the most important items in 
the other fellow’s overhead expense. 
Ninety percent of our clients figure the 
initial cost, unless shown, when placing 
their insurance. An insurance salesman 
has practically no advantage over his 
competitor in pricing his product to the 
customer. It is therefore up to us to 
show our client that buying the policy 
is the least of his worries, and the in- 
itial cost may be negligent in case of 
loss. Show him you are equipped to 
be his insurance adviser. If you get a 
client like that, don’t sell him something 
he doesn't need, for the temporary com- 
mission. In the end you lose. 


Agent Should Look 
Beyond the Commission 


Take care of your clients’ require- 
ments without regard to commission. 
Bear in mind that every customer on 
your books has a friend who is not on 
your books, possibly, and if you can so 
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GROOM 


Murfreesboro, Tenn. 


render your service, 
others. Example: A man not satis- 
fied with his rate recently called me 
over phone, asking the rate on a cer- 
tain piece of property. I did not say 
“5 percent.” I said, “I will be right 
over to see you.” I asked for his con- 
tracts. Examining them, I explained to 
him that he could get the same pro- 
tection cheaper with a few minor 
changes in his contract. Result: A 
saving to the assured of several hun- 
dred dollars, and a new client. This 
occurred about a year ago. I have 
added four new clients with premiums 
of over $2,000 as a result of that saving 
to the other fellow’s client that he 
should have properly written. 


this client will add 


Agent Needs to Study 
His Business Constantly 


Insurance with 
protection presents a_ varied 
thought. This is one of the most in- 
teresting parts of the business to me. 
The variety of packages made by the 
same machine. Have a thorough un- 
derstanding of as many lines as possi- 
ble and a talking knowledge of every 
line. Study your business continually. 
It progresses. Do you? 

Study your clients. Some like to be 
visited regularly. Others prefer to call 
you when you are needed. Keep your 
clients posted along every line possible. 
If a new policy is placed on the mar- 
ket, explain it to all your clients that 
may be interested. You can tell. If 
a client is entitled to a reduction in 
rate, advise him, explaining the neces- 
sary steps to take to secure the reduc 
tion. If a client’s rate is reduced, don’t 


forms of 
line of 


its many 


give him credit. Mail him a check, ex- 
plaining the cause. 

The amount of service your office is 
able to render gauges your public serv- 
ice. Don’t hesitate to spend money 
in your office if your service will be 
increased. Your office should be so 
arranged and equipped to give any of 
your clients instant information about 
any insurance of theirs. Don’t equip 
your office for 500 policyholders and 
expect to serve 1,000. As your clientele 
increases, i 


increase your facilities for 
serving them. 
Should Appreciate That 
Others Are in Business 
Don’t try to get a monopoly on the 
business in your town. Most towns 


have a lot of folks in it you don’t want 
to do business with. However, if you 
find an agency for sale, buy it. If it 
is in good standing it’s a good invest 
ment at the usual price. After buying, 
canvass your new clients, explaining 
the change and show the service you 
are rendering others, explaining that 
they will receive the same service. 

If you lose a client, find out why, 
and try to avoid a repetition with oth- 
ers. Don’t be too exacting of promises 
made you. Circumstances may have 
changed. If you relieve the other fel- 
low of a promise made, when he asks 
you, he takes it as a personal favor 
and in the end you gain. 

Don’t fail to render the fellow that 
does business with your competitors a 
favor. Learn as much as possible about 
him and his requirements. It may be 
his forms, rates, or protection are not 
what they should be. I have a case 


Report of Executive Committee 
By STANLEY LACHMANN, Chairman 


URING the past year several very 

important matters have been be- 

fore the agents of Tennessee. 
Some we have dealt with successfully, 
but on some we have been unsuccessful. 
We want to come back stronger than 
ever on the unsuccessful ones and put 
them across. When the next legislature 
meets, the agents qualification bill will 
come up. We do not want to wait until 
the legislature meets, but, as the writer 
has stressed before in his other reports, 
bring influence to bear on the legislators 
before they go to Nashville and not wait 


until they are in session. This is ex- 
tremely important and should not be 
neglected. 


The officers and the legislative com- 
mittee have big problems to cope with 
and need the assistance of every agent 
in Tennessee. We will have a whole 
year to work this out, as the legislature 
does not meet until in 1925, but during 
1924 we will have to lay our plans. 


Problem of Annexes 
and Multiple Agencies 


Another matter which will have to be 
solved, and wiiich the National Associa- 
tion has been trying to cope with for 
some time, is underwriters annexes. As 
you well know, multiplicity of agents is 
more prevalent than ever. We do not 
want to do anything until we are sure 
of the course to pursue, for this is a 
matter that will have to be handled with 
a great dez al of diplomacy. Agents, 
companies and field men should work 
together. We believe some of the com- 
panies concur in our views regarding 
the alarming condition now existing in 
the insurance business. 

Another condition confronting the in- 


surance business today is the 
of banks and trust companies. This is 
unlawful in Tennessee, but by appoint- 
ing one of their officers as agent they 
are attempting to get around this most 


entrance 


important law. We must have strong 
banks and strong agencies, but one 
should not handicap the other. That 


service is necessary and that the insur- 
ance business is a business of its own 
and cannot properly be conducted as a 
side line. 


Support Is Urged 
for Commissioner 


The Tennessee agents owe a debt of 
gratitude to our most efficient insurance 
commissioner, A. S, Caldwell, for his 
ruling on the payment of premiums. 
The public has taken more advantage of 
the insurance business than of any other 
line, yet it requires the payment of losses 
within a certain time or exact a penalty. 
Our commissioner has in all fairness 
ruled that since the public demands its 
losses paid promptly, then the public 
should pay its premiums with equal 
promptness. I hope this association 
will go on record as endorsing the ad- 
ministration of our insurance commis- 
sioner. 

We also want to acknowledge the as- 
sistance of the Tennessee Field Club and 
its help and cooperation in securing new 
members. We want the members of 
the Tennessee Field Club to know that 
their presence at our meetings is always 
appreciated and desired. 

We want to urge our members to take 
more interest in our National and state 
associations, as they are the foundation 
on which our business stands. 





a Profitable Local Agency 


Be Rs Fe 


in mind that illustrates my meaning 
One man had never given me any busi- 
ness, stating that his service was sat- 
isfactory. I found by his spending 
$10 he could reduce the cost of his fire 
insurance 25 percent, or about $700. 
This was called to his attention with- 
out mentioning to him I wanted his 
business. He made the correction and 
is now one of my largest clients without 
any further solicitation. 


Serve Other Than 
Own Policyholders 
After serving your own, serve the 

other fellow’s. The chances are that 

some form of service can be rendered 


every policyholder in your community, 


whether it be fire, casualty, bonds, or 
some other form of protection he is 
buying. If you can beat your com- 


petitor rendering such service, 
If he beats you, you lose. 
If your client has a loss, 


you win. 


give more 


attention to it than you did in securing 
recently 


the business. I was inter 


Cc, R. REED, La Follette, Tenn. 
Vice-President Tennessee Association 


ested in a loss with four other agents. 
The morning following the fire (they 
usually occur at night, you know), I 
explained to the assured the steps to 
take. He carried out instructions. The 
adjuster came. He called every inter- 
ested agent. I went to the assured and 
asked him if he needed me. He said, 
“If you have time.” I stayed. His 
loss was adjusted quickly because he 
had complied with the contract. Re- 
sult: He immediately reopened his 
business and placed 90 per cent of his 
business with me, stating that he ap- 
preciated my help in his adjustment. 
Previous to that time, I had 30 percent 
of his business. 

Be interested in your client’s busi- 
ness. If possible, be able to talk about 
his business. If you have a suggestion, 
he appreciates it. Don’t tell him how to 
run his business. If you knew, he 
would hire you. 

If anything unusual happens in your 
town, make capital out of it. A 
practical demonstration is better than 
theory. Practically every form of pol- 
icy you sell has a local demonstration 
sooner or later. Take advantage of it. 





Treasurer’s Report 


Miss Julia Hindman, treasurer of the 
Tennessee association, reported 213 paid 
members. The treasurer reported $1,- 
365 on hand. The association has no 
outstanding obligations. The associa- 
tion is in good shape financially. 
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Agent's Duty to Insurance Buyers 


ROTECTING buvers of casualty 
insurance is not only a question of 
permanent economic importance but 
has a continued personal interest for 
millions of individuals, for indeed, the 
economic stability of America depends 
largely upon the financial status of its 


arriers of insurance on the properties 
which go to make up the wealth of the 
nation 

High wages and large profits imme 


diately prior to and during our par 
ticipation in the World’s War created 
new armies of property holders and par 
ticularly automobile owners, thus mul 
tiplying the already existing demands 
or casualty insurance. This industrial 
boom of 1919 did its share with a con 
sequent result that the conditions af 
forded a fertile field for the develop 
ment of casualty insurance. There 
prang up, as if by magic, hundreds 
of new and untried casualty writing in- 
stitutions largely ol the cooperative 
type, which thrived as long as the boom 
times continued but many, unable to 
withstand any adversity, died at its first 
Signs 





Ww. P. RUTLAND 
President Nashville Board 


The comparative ease with which 
these fly-by-night institutions could be 
and were launched is demonstrated by 
the fact that in Illinois alone during 
this time there were 208 v insti- 
tutions licensed, of which only 63 are 
now surviving. By reason of the com- 
plicated verbiage essential to the forma- 
tion of casualty contracts, the public 
mind is readily confused and few indeed 
are able to accurately interpret or an- 
alyze such contracts. This situation, 
in the absence of lawful restraint, was 
an open invitation to the unscrupulous 
and when considered with the fact that 
the launching of a cooperative casualty 
writing enterprise requires no very con- 
siderable capital it is no wonder that 
this particular feature of the insurance 
business has been infested with men of 
a caliber that has brought disrepute to 
the casualty business as a whole 

In the hope of bringing some sem- 
blance of order out of the resultant 
chaos the people who had felt the fangs 
ot the cooperative spoilsman turned to 
their respective legislatures. Notwith- 
standing many disastrous experiences 
of the legitimate insurance interests 
with legislative programs designed to 
regulate, and which in reality developed 
into a law that lowered the standard 
ather than raised it, the history in 
nost cases shows that the late legisla 
tion actually places the stamp of ap 
proval of the states on it, and is largely 
nterpreted as a guaranty from the state 


of the licensed institutions Such hi 


By H. H. PARMENTER 


Casualty Information Clearing House 


censing lulls the prospective’ policy 
holder and others interested into a false 
security and affords the bogus insur 
ance promoter the means of securing 
new business. 

Indeed it does not fellow that such 
laws as now stand on the statute books 
of the various states will be, nor are 
they, administered with a view single 
to the protection of the people as is 
popularly believed to have been the 
intent of the legislature, for ofttimes it 
is brought forcibly and unmistakably 
to our attention that many of these 
questionable institutions and groups of 
them have had, and do now have, the 
most powerful of political backing. 
There is no doubt in my mind but 
what some of them, like bucket shops, 
race tracks, gambling houses, liquor 1n- 
terests, and other easy-money forms of 
business have had, and do now have, 
the support of politicians. 

You are not expected to take my 
word for the existence of strong con- 
necting links between these institutions 
and politicians. It is a matter of com- 
mon knowledge that one of the largést 
participating casualty institutions oper- 
ating in the south and domiciled in 
Texas was promoted and is sponsored 
by politicians of that state. There was 
recently a disastrous failure of a New 
York mutual which was operated by the 
former sheriff of Queens county, a 
power in the political life of his state. 
Time will not permit me to cite the 
several instances where such conditions 


have existed and most of the failures ot 
reciprocals in Illinois have shown a 
connection to some extent with neigh- 
borhood politicians either as the actual 
operators or as members of the so 
called advisory boards. 

Witness the recent exposure of con 
ditions in the state of Illinois by Sen 
ator John Dailey, chairman of the sena 
torial investigating committee which 
conducted the investigation into insur- 
ance during the early part of this year 
Before the Illinois Association of Insur 
ance Agents, Senator Dailey declared 
that the business of insurance did not 
have a chance in the legislature of Illi- 
nois previous to his investigation; that 
“it was being held down by a clique 
of senators in league with the present 
insurance commissioner who was being 
dictated to by a law firm in Chicago.” 

Every so-called standard reciprocal 
bill and every so-called model mutual 
bill passed by any legislature was aided 
and promoted by the particular inter 
est to which it applied. The state legis 
latures, it must be remembered, are 
made of the people, many of whom 
have had little or no insurange experi- 
ence. They could hardly be expected 
to pass intelligently upon such compli 
cated questions as are involved in this 
intricate business without the guiding 
advice of sound men of the profession 
Personally, | am an advocate of a func 
tioning legislative committee in every 
state organization, made of representa 
tive insurance men with an _ intimate 


Townsend's Practical Points on 


Promotion of 


Fire Prevention 


By E. R. TOWNSEND 
Hydraulic Engineer of the National Board 


R. TOWNSEND of Chicago, hy- 
E, draulic engineer of the National 
* Board, gave some practical advice 
on fire prevention before the Tennessee 
Association of Insurance Agents. He 
said that it is up to all the men in the 
insurance business who have knowledge 
of fire prevention to tell those that do 
not know about it, how to proceed. He 
said that in mercantile establishments 
aisles should be kept free of goods or 
other obstructions. Goods should not be 
piled too hieh on counters. Oil and gaso- 
line stocks should be reduced to the 
minimum. There should be ample fire 
escapes.. Every safeguard should be 
used against spontaneous combustion in 
the way of storage of oily rags and so 
o> There should be chemical extin- 
guishers, water and sand pails. Every 
merchant should know the value of keep- 
ing his premises free from rubbish. 
Heating and lighting equipment should 
be overhauled. He said that 38 percent 
of the tires today are due to defective 
electric wiring. 

He gave some practical advice to 
householders saying that when it comes 
time to put on a ne wroof, one of fire 
resistive quality should be used. Chim- 
neys, furnaces and pipes should be 
cleaned. He said that if one would put 
some salt on a fire or some tin cans in a 
furnace or stove it will burn out all the 
soot. The attic should be watched for 
hazards. Sometimes there is danger 
from spontaneous combustion in the at- 
tic. Gasoline he said is dangerous every- 
where. Five women die every day due 
to being burned to death while cleaning 
clothes with gasoline. The fire loss, Mr. 
Townsend said, has doubled since 1916. 
He made the astounding statement that 
92 percent of the school houses today 


are defective from a fire safety stand 
point. 

Mr. Townsend said that a man is 
known by the cellar he keeps. While 
the other part of his residence may be 
in tip top shape, there is likely to be a 
lot of combustible material in the cellar 
that will greatly aid a fire. He recom- 
mended a home fire drill, having all the 
members of the family and the maid 
drill from time to time as to what to do 
in case of fire. He referred to the dan- 
ger of having oil mops, rags or clothes 
that have paint and oil on them in being 
placed where spontaneous combustion is 
likely to arise. 

Mr. Townsend exhibited the remains 
of a golf shirt that had been burned a 
few days ago in a closet of his due to 
painters having thrown a lot of rags in 
as asbestos receptacle. The flames had 
reached up and caught the shirt. He 
said that fire prevention appliances must 
be 100 percent complete and perfect or 
they are liable to mis-fire in case of 
emergency. 

He referred to F. B. Quackenbos, 
manager of the Tennessee Inspection 
Bureau as one of the leading fire pre- 
ventionists in the country. Mr. Town- 
send said that local agents are in touch 
with fire hazard conditions. They know 
the fire departments of their towns. 
They know the peculiar local conditions. 
They must get the fire prevention idea 
and talk it. He said that when a local 
agent becomes a fire prevention coun- 
sellor he is useful to his assured. Local 
agents, he said, can do much to influ 
ence legislation and local ordinances that 
mean better fire protection to the town. 
Mr. Townsend said that the great fire 
waste must be reduced or the strain will 
break the country. 


knowledge of all phases of the busin 
and with a practical knowledge of th: 
insurance laws as now existing and the 
many laws’ which need repealing and 
substitution. To make such a commit 
tee effective they must have the back 
ing of a state organization comprising, 
every active insurance agent of the 
state, each of whom must interest hin 
self in the civic affairs of his communit 
to the extent that he is recognized | 
his legislator as a real factor in th 
politics of his neighborhood. 

Another feature which must be take: 
into consideration is the ease with whicl 
these promoters appear to get letters o 
recommendation even from men of high 
standing in the banking and_ business 
world. They are not only able to get 
such letters, but they are able to i 
veigle such bankers and others to len 
prestige to their enterprise by appear 
ing in the role of a member of the 
advisory board or board of trustees 
It has sometimes seemed to me to be 
sufficient for a depositor to have 
substantial bank account to justify the 
officers of a bank in giving him the 





STANLEY LACHMAN, Chattanoogu 
Chairman Executive Committee 


use of the banking official’s name on 
his so-called advisory board, which im 
plies business integrity and financial re- 
sponsibility. This failure on the part 
of bankers to investigate character has 
often been responsible for the distribu 
tion of insurance policies of doubtful 
value with consequent loss to the public 


Agent Should Not 
Knock, But Boost 


The American agency system must at 
tain this end to justify its existence. ‘To 
achieve this state it is necessary that 
you familiarize yourself fully with the 
conditions just referred to, and particu 
larly must you be in a position to dii 


terentiate between the contract you sell 
and the contract offered by your co 
operative competitor. The propositio: 


must be approached not on a plane oi 
knocking your competitor, but rather 
on a plane of professional service and 
advice to your patrons. You should 

all instances invite the display of your 
competitor’s wares and so familiariz 
yourself with his product that you 
readily point out to your patron 
distinctions, not only as they relate t 
the exclusions of coverage and limita 
tions of liability, but also the conditions 
revealed as to their ability to carr 
their .contractual obligations from 

financial standpoint. When you are 
iully able to realize the importance 01 
this situation, then the great American 
agency system will come into its ow! 
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ns Chief Officers 
Warmly Commended 


At the annual meeting of the Tennes- 
see Association, W. P. Rutland, presi- ‘ 


dent of the Nashville Bodard,\ gave the 
address of welcome. Charles\R. Reed _ 
of LaFollette, one of the vice-presidents 

of the organization, responded. He said 


that he came out of the mountains in ; LB. hos J. IB. Jr. ™ . 
sed ge where the dew never leagon ohnk& eagon R. M. (Dick) Childress 
— ~~” 














H. Phelps Smith of Nashville, the — 
president of the Tennessee Association, 
is one of the most versatile and gifted INSUROR 


officers that has ever presided over the 
deliberations of the Tennessee organiza GENERAL 

tion. He is pleasing in his personality, INSURANCE 

always alert, ever courteous and has the 

right words to say at all times. Miss 
Julia Hindman, the efficient secretary 


a ; ’ — 
and treasurer, came in for many compli- First Nat’! Bank Building 209 Times Building 
ments. When the chairman of the nomi S 
nating committee brought in his report, CHATTANOOGA, TENN. CHATTANOOGA TENN. 


All Kinds of Insurance 


he started to say that if any man on the 
floor objected to “Miss Julia” that is as : 
far as he got. The audience burst out menetenis . 

in great applause. That was the way 








Miss Julia wes again elevated to office. i aealaie C. L. Alexa Pa ame ©. Wan 

As Mr. Smith was renominated as O . 

yresident he received a magnificent ova Ow L & Ol ph t 

ion in tribute to his service. INSURANCE en, ove l an 
During one of the proceedings Miss 

Hindman read a few extracts concerning All Kinds 


the recent decision of the Louisiana su : ALL LINES 


* - Mr. Alexander, formerly Manager of 
preme court in supporting the New Or- the Chattanooga Branch of the Ten- 


leans Insurance Exchange in which it nessee Inspection Bureau, has just = INSURANCE 
Ne . at « = ‘ ; > rioht joined us and the firm name change 
was held that a local board had the right Joan ee AY WALTON COoe 


to discipline its members. sine alittle leis 
GRADY, 
WALTON & ALEXANDER Chattanooga 





Regional Boerds Are 








Suggested by Snyder “Expert Insurance Service” e e bienaee 
Frank G. Snyder of Lexington, Ky., a I ity en aes 
member of the firm of Snyder Brothers > | 
general agency who formerly traveled oe Herbert Oppenheim J. McLemore Kemp ®. Leute Gates 
in Tennessee ior the Liverpool & Lon- 


don & Globe was called on to speak ” ' ms 
before the Tennessee Agents Associa- Service Beyond the Contract 
tion meeting. He said that he noticed a 


arent change in the fell personnel T | Sol Moyses & Company so | 1 di t y Kemp & Gates 


said that he had found that local agents GENERAL INSURANCE 


seldom legislate selfishly. He has Underwriters of All Branches of 


studied the resolutions passed by the INSURANCE AGENCY 


various local organizations and he said 


that everywhere he was convinced that 115 East 8th Street 

they were acting only in self defense. onan 

He finds a better class of insurance com- 309 to 312 James Building CHATTANOOGA, TENN. 
missioners in office today than ever be- P. O. Drawer Q, Station A an Seatttetes ber tock li 
tore. There are some radicals, but most CHATTANOOGA TENNESSEE COS Tee Coy Cee soe 
of them are high minded men. He said 


that local agents in the agency move- 
ment should be encouraged in their = 
work. He recommended the grouping 
of towns in Tennessee in regional boards “An Agency of Service” 


so that local organizations will be en- F d K Sh | 
couraged in this way. He also sug- se , “ ton 
gested that one delegate and one alter- Stanley Lachman &Co. TO res=- 
nate be appointed from these regional 

boards to attend the state meetings and 


their expenses be paid. INSURANCE INSURANCE 

















COMPULSOR’ - PLA - a 
= wae ‘ 
erst FAVORED Brokerage Business in 1 
Assistant Attorney General Cornelius of Tennessee Solicited 224 Hamilton Nat. Bank Bidg. 
Tennesse Will Back Legislation to siveness 
Protect the Public JAMES BUILDING CHATTANOOGA 
eaiiing : CHATTANOOGA TENN. TENN. 
Charles L. Cornelius, assistant at- 
} torney general of Tennessee and presi- 
dent of the Tennessee Auto Club, was = 
on the program at the Tennessee agents 
meeting at Nashville to speak on com- Herman Ferger H. F. Wening 


pulsory automobile insurance but he was 
reine Sa Knoxville in connection with Evans-Fletcher Co. 
is work. Charles B. H. Loventhal of 

Nashville said that the thought that Mr. Ferger Brothers Ke 


Cornelius’ message would have been 
very important in that he is in favor of 


a law compelling all owners of auto- 

mobiles to take out liability insurance. GENERAL 
He suggested that Mr. Cornelius be 

asked to prepare an article on the sub- INSURANCE 
ject and that it be given publicity in the 
daily papers throughout the state. 


— Ferger Building 


id James L. Case, former president of 


Fire, Auto and Casualty 
INSURANCE 


114 East 7th Street 














CHATTANOOGA TENN. 
: the National Association of Insurance CHATTANOOGA, TENN. 
: Agents, sent a letter of greeting and 
; expressed his good will for the Ten- 











nessee agents. 
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Value of the Association Movement 


By CHARLES L. GANDY 


Charles L. Gandy of Birmingham, Ala., is assistant secretary of the Alabama 


HY the National Association? Is 
WV not each stafé able to: paddle its 

own canoe? Nesay to you that no 
State association can progress without 
the backing of the National Association, 
more thaif'any state in the Union 
can progress without the backing of the 
national government. In the way 


any 


samc 


that our great national government at 
Washington lays down ideals for and 
stands as a protectorate over the indi 


states, so stands the National As- 
at «the; insurance capital of 


vidual 
sociauen 


America to ‘prescribe ideals for and 
stand as a protectorate over the indi- 
vidual state® associations, 

What do 1 get out of the~National 
Association, you may ask. In the first 


place, you usually get out of any organ- 
ization just what you put into it. For 
thing, the National Association has 
made it possible for you to engage to 
what I the most pleas 
ant and profitable of the 
The National Association is directly re 
sponsible tor your and 
other America, having a deh 
nite, valuc Could that 


one 
day in consider 
professions 
agency, every 
agency mm 


cash value, a sal 





CHARLES L, GANDY, Birmingham, Ala, 


Vice-President National Association of 
Insurance Agents 
outstanding accomplishment ever be 

forgotten? 

May I tell you briefly 
tional Association did for Alabama? 

Although the Alabama association 1s 
27 years old, less than five years ago 
we had an association in name only 
The 23rd. annual convention was held 
in Montgomery and 18 souls and eight 


what the Na 


or nine special agents were there. The 
president failed to show up and didn't 
even send us a message of regret. A 


temporary chairman was chosen, and to 
give you some idea of how hard-up they 
were for talent, | was asked to open 
the meeting with a prayer. That was 
the second time I ever prayed in public 
The first time was on an excursion boat 
on the Ohio river during a storm. That 
prayer was purely extemporaneous, | 
assure you. 


How Dying Association 

Was Resurrected 

[The chairman announced that as 
there was no program he supposed we 
could proceed as we pleased. Then a 
thinking, level-headed agent and 
in a very few words he rebuilt the Ala 
bama association. What he said was 
simply this: “Gentlemen, we need an 
association. We are driiting and disin- 
tegrating because we have no vision 
no ideal. Let us find a vision, let us 


arose 


choose an ideal, and then work toward 
them.” In my pocket was a copy of the 
“American Agency Bulletin.” The 
words “To Support Right Principles 


Association. 


He is the heart and lungs, the moving power of that organization. 


Mr. Gandy made a reputation at the Buffalo convention of the National Associa- 


tion for his delicious, infectious and quaint humor. 


anecdote. 
southern states. 


and Bad Practices” cathe in 
stantly to my mind. I suggested that 
perhaps we should begin to really co 


( Ippose 


operate with the National Association, 
of which we had all heard but knew 
nothing about. The idea took and be 
fore that litthe convention adjourned | 
had a pledge from nearly every man 


present to attend the Louisville conven- 
tion of the National Association which 
was scheduled for the following Octo 
ber. We went to Louisville and learned, 
for instance, that the National Associa 
tion had secured from some 20 of the 
leading casualty companies an agree 
ment to the effect that the expirations 
belong to the agent. Then some of us 
learned for the first time that the fire 
companies had previously almost unani 
mously made the same agreement. We 
learned that the National Association 
was officially recognized by the National 
Board, for the president, himself, in 
person, attended the Louisville conven- 
tion and said so in his speech 


Alabama Caught Spirit 
of National Association 


We pilgrims from Alabama got the 
“spirit” of the National Association. The 
next year our legislature met and the 
national officers worked tirelessly in 
helping us to solve our problems. Our 
inembership was more than doubled, 
and today we have in Alabama a real 
state association. It is amply financed 
and we have active standing commit- 
tees on conference and the general work 
of the organization. At our annual 
meeting held in Birmingham last year 
President Case was greeted by the sec 
ond largest crowd ot local agents that 
he has ever addressed in a state associa- 
tion meeting. 

At the Buffalo convention recently 
the resolutions committee discussed the 
“Bulletin.” Some complained that it 
contained insufficient news. I argued 
strenuously there, and I argue here, that 
the “American Agency Bulletin” has no 
business being a newspaper. All the in 
surance news is amply and ably pre- 
sented in the “Insurance Field,” Tue 
NATIONAL UNDERWRITER, and the others. 
Che friendship of those great and fear 
less journals is perhaps the biggest as 


His talk sparkled with happy 


He was elected vice-president of the National Association for the 


Then 


sense, 


set the National Association has 
why, in the name of common 
should we compete with our best friends, 
or why should we go to the expense ot 
gathering insurance news when we al- 
ready get it regularly at far below the 
even the paper and ink? The 
function of the “Bulletin” is to influ 
ence opinion in the right direction; in 
other words, to prescribe our ideals 


cost ot 


No Compromise Where 
Principle Is Involved 


Getting back to the proposition of the 
state associations going it alone, sup 
pose that in Tennessee you were strong 
enough and influential enough to satis- 
factorily handle your own problems 
without outside assistance. Many of 
your sister states might not be so for 


tunate. For instance, in Georgia they 
are sorely tried with non-recording 
agents. We have so far been able to 


keep them out of Alabama. The Geor 


gia association might say to the com 
panies, “Take up your non-recording 
agencies and we will stand for your 


underwriters annexes.” In Alabama we 
desire the elimination of the underwrit- 
ers more than anything else. Can’t you 
see where it would lead? There would 
be no end of compromises and as a nat 
ural result a great many of the com- 
panies (not all of them, thank the 
Lord) would simply do as they pleased, 
wherever they pleased. 

Now get this thought; it is really all 
I had to say in the first place: The 
time has arrived when the National As 
sociation will stand for no compromises 
where 


questions of principle are in 
volved. If it is right the National As- 
sociation is for it; if it is wrong the 
National Association is unequivocally 


and everlastingly opposed to it. There 
is and will be no middle ground. 

Our biggest’ trouble today is that 
there are too many kinds of agents, just 
as there are too many kinds of com- 
panies. They might be classified like 
eggs: Good, Fair, Poor, and Oh My! 
The last three classifications should he 
eliminated entirely. 


Some day all the real, legitimate 
agents in Tennessee, and every other 
state, will cooperate through their re- 


Tells of Opportunity for Adding 
Income Through Rain Insurance 


By LEONARD PETERSON 
Special Agent, Home of New York, Chicago 


\IN insurance indemnifies for loss 
R of income or expenses incurred 

when such loss is caused by rain, 
hail, snow or sleet. It is rapidly be- 
coming one of the largest side-lines. In 
its third year in this country about 
$4,000,000 in premiums will be written 
and, from the present outlook, 
$3,000,000 in losses will be paid. 


over 


About 


$500,000 will be paid to live agents in 
commissions, all of which is earned 
commissions, as the premium is paid 


five days before the policy attaches, and 
there are no return premiums 

The advertising value of a rain policy 
is enormous in any community. All 
business people like to be known as up- 
to-date. When a man buys a rain in 
surance policy he lets it be known. A 


sign on the grounds of an outdoor event 
reading “This event insured against 
rain” is frequently seen throughout the 
country. The public likes rain insur- 
ance. The newspapers recognize this 
fact and print news items constantly 
about it. This is indirect advertising 
and makes for good will. The insur 
ance business and the local agent both 
need it. Such advertising is invaluable 
—this being one of the favorable devel- 
opments that has accompanied the rapid 
growth of the business. Are you get- 
ting your share of this benefit? You 
can, by using the service the rain writ 
ing companies provide for you. 

Rain insurance is simple. It is easily 
understood. Some people think it com- 
plicated, but it is not. Anyone, with a 


spective state associations. All thos« 
state associations will quite naturally 
make of the National Association the 


most powerful insurance organization in 
the world. It will take its rightful plac 
alongside the United States Chamber oi 
Commerce and all the other national 
organizations which mean so much to 
our commercial life. Then the millenium 
will have arrived; the lion will lay dow: 


with the lamb and the lamb won't be 
on the inside. There will be no illegiti 
mate agents and sharp practices will 
cease. 


The ideals of the National Association 
are eminently safe for another year at 
least. Frank R. Bell, the newly elected 
president, is ably fitted for the job, 
through knowledge, experience and tem 


perament. Thos. C. Moffett, chairman 
of the executive committee, 1s one of 
the brightest and hardest-working 


Yankees I have known 
Those 


since James L. 


Case. of you who know Walter 


Bennett as | know him will agree that 
he is one of the deepest and straightest 
insurance 


thinkers in the world today 





CHARLES B. H. LOVENTHAL, Nashville 
Chairman Legislative Committee 


Many members of the executive com- 
mittee are southern men. The National 
Association, like the national govern 


ment, 1s looking more and more to the 
south, where our people are pure-born 
American citizens. 


little effort, can transact a rain busi- 
ness. The first question is always, “How 
much does it cost?” The answer is 
found in a neatly tabulated rate book 
with which all agents are supplied. The 
rates are made for 3, 4, 5, 6 and more 
hours, against the hazard of one-tenth 
and two-tenths of an inch of rain. The 
more rain the lower the rate, of course, 
and the longer the time, the higher the 
rate. The rate varies according to the 
month of the year for any locality, it 
being based upon past climatological 
data of the United States Weather Bu- 
reau for that locality. 

There are, in general, only three types 
of forms Expense form, which pays 
the difference between the receipts and 
the expenses, subject to 100 percent co- 
insurance; the income form, which 
credits the company with any salvage, 
paying the difference between gross 1n- 
come and the amount of insurance; and 
the total loss form, which pays the tace 
value of the policy if the rainfall condi- 
tions are met. 

The amount of insurance under all 
expense forms is optional but should 
equal the expenses incidental to the 
event. The amount of insurance under 
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income forms (with. the exception of 
the abandonment forms for baseball) is 
limited to 90 percent of the previous 
year's receipts from the sources 
ered. .]f previous year’s receipts were 
affected by rainfall the amount of in 
surance is determined by taking 96 
percent of the three previous years’ re- 
ceipts, including years in which there 
was rainfall. Where there has been no 
such experience, the insurance shall not 
exceed the expenses. This same rule 
applies to the total loss form, except for 
state and county fairs, when the insur- 
ance is limited to 50 percent of the pre- 
vious year’s receipts from all sources 
At the time there 


coV 


present are nine 
different forms being used by the rain- 
writing companies. These forms are 
especially adapted for different classes 
of events, and suggestions for the use 
of the various forms are found in the 


manual which is furnished the agents. 
The rain policy is a special and lim- 
ited time contract and requires that the 


premium be paid five days in advance 
of the attachment of the policy. This 
is imperative, as the weather can be 


forecasted with a fairly good degree of 
accuracy about three days in advance. 
When ordering a rain policy, check for 
premium less 13% percent commission 
should accompany the application. Care 


should be taken to make sure that the 
application will be received in the 
policy-issuing office not later than five 


days before the policy 
ceived at a later: date, 
not be issued. 

Where the policy form requires a 
rain gauge, the application must give 
the exact location, as this information is 


attaches. If re- 
the policy will 


of great importance in issuing the 
policy. In cases where there is no 
weather bureau station, rain gauges can 


be furnished and read by three disinter- 
ested citizens. In no case will the agent 
be allowed to read the gauge. 

Contrary to all expectations, the mer- 


cantile cover is the biggest premium 
producer. The retail stores, large and 
small; need it. It covers the items of 


loss of profit; increased sales force; cost 


of advertising; increased overhead; de- 
preciation of carried over stocks; in- 
creased delivery cost, etc. Rain insur- 


ance is not a gamble. It is an economic 
necessity. The insurable interest must 
be shown without the question of a 
doubt, before a policy will be issued. 
Rain insurance is here to stay. 


Spencer Welton Gave 
Practical Surety Talk 


Spencer Welton, vice-president of the 
Fidelity & Deposit, who has been giving 


surety talks before many state associa- 
tions, spoke before the Tenneessee 
agents’ meeting. He said that the Ten- 


nessee and Michigan state meetings were 
the largest he had attended. He char- 
acterized the Tennessee people as real 
go-getters. Mr. Welton s said that surety 
bonds are always in demand regardless 
of the financial status of the country. 
He predicted that within the next 10 
years the surety premiums will reach 
$200,000,000. He declared that there is 
not one bank in a hundred that is ade- 
Yaad covered with fidelity bonds to- 
day. 





Robert T. Groom 


General 
Insurance 


Murfreesboro, Tennessee 


Nothing but Insurance, but 
Insurance of Every Kind 
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« Vital Probheus Diieused i 
The Secretary's Annual Report 


By MIS 
attended the annual 


HOSE who attende ba 
"T meeting at Memphis. last year will 

recall that the secretary’s - report 
could not be read as it had. been writ- 
ten, for the reason that it contained too 
severe a note of pessimism, which was 
dispelled even before. the convention 
was called to order by the number of 
applications put in for new members 
and the money that came in for both 
new and old. Naturally after that ex 
perience I could not make a gloomy re 


port if it were necessary. As a matter 
of tact the main thing that makes an 
association—the loyalty of its members, 


their willingness to turn a hand—is ours 
in abundance, and I might say the 
more familiar they become with its aims 
the more willing are they to lend brawn 
and brain, and good round coin. This 
is nothing more nor less than remark- 
able, when you take into consideration 
how many of the members are mem- 
bers upon faith. When I say “upon 
faith” [ mean that comparatively few 
of them attend the state meetings and 
really know what is trying to be done 
for the business. This makes us anxious 
for more of the agents to get in touch 
with these conventions and get the 
benefit, not only of the interesting 
things that are being done, but to know 
one another. Our membership varies 
very little from last vear. Dues were 
raised from $5 to $10, and some of the 
smaller town agents dropped out. 
new ones, however, have 


Some 
come mn. 


Would Seek Quality 
Rather Than Quantity 


Among the things I 
falo, where the a convention was 
held this year, was the fact that the 
majority of those higher up in the coun 
cils of the association feel it advisable 
for us to seek quality rather than quan- 
tity. In fact some of the states are 
making certain requirements of an agent 
before he 


gathered at Bui 


can become a member of 
their assoc iihene. | recall that in one 
of the states an agent is required to 
give his entire time to the insurance 
business and must be the sole repre 
sentative of a bona fide com prop 
erly licensed, etc. Naturally there are 
those who oppose the idea of quali- 
fication for members, but it goes with- 
cut saying that if we really do look 


upon our business as a profession qual- 
ification 1s necessary. 


Greater Effort Needed 
in Forming Local Boards 


There are some recommendations that 
I] consider of the utmost importance 
if you wish to build up the organization. 
In the first place, whoever is elected to 
the office of secretary this year should 
be willing to give time enough to aid 


in organizing local boards in every 
town of the state where there are 
enough agents to justify one. In this 


day of 
about 


rapid transportation 
closer communion of 
the time is in all 
ing when we will of 
operating with agents 
and the sooner we 


bringing 
interests, 
probability com 
necessity be co- 
the state over 
begin learning such 
cooperation, the better for our own 
interests. Until we do learn we will 
never be able to put the insurance 
business where it belongs, and educate 
the people up to the knowledge that it 
is one of the best conducted businesses 


in all the world so far as the public 
is concerned, and also it is one of the 
most important, if not the most im- 
portant, in the commercial world. I 
also believe if you had a secretary to 
whom you were willing to give execu 
tive power, even to a limited extent, 
but nevertheless an executive power 


work of the 
very 


to carry on the 
you would add 
usefulness. 


association, 
materially to its 


S JULIA HINDMAN 


suggested at an 

meeting of the different state 
tions held during the Buffalo conven 
tion that a certain number of 
should have regular annual meetings 
which might be called “regional meet 
ings” and it was proposed by Mr. Ken 
nedy of Arkansas that Kentucky, Ten 
nessee, Alabama, Mississippi and _ his 
state have a meeting at an early date 
in Memphis. The matter was left in 
Mr. Kennedy’s hands but I would rec 
ommend that take a hand in 


It was executive 


associa- 


states 


Tennessee 


this meeting. This indicates more than 
anything yet transpiring the necessity 
of executive powers on the part of 


whomsoever might attend such a meet 
ing. Unconscionable delays result from 
referring matters to this, that and the 
other one, that should be acted upon 
immediately. Il was reminded by some 
one the other day that if Noah had de 
pended upon a committee to build the 
ark, he and his “twos and twos” would 
have perished from the face of the 
earth and I haven’t a doubt such would 
have been the case. 
Fears “Waterloo” on 
Multiple Agencies 


Many of you will recall the fight 
on multiplicity of agents at the mid- 
vear meeting led by George -D. Mark 
ham of St. Louis. It was a letter sent 
out by your secretary to every state 
president asking what his association 
was doing about this undermining of 
the American agent that made it a 


prominent subject at that 
have been reminded the 
several letters | 
ject. Two were 
dents in which 
“We have been 
ject 15 years- 
stone wall.” | 
cies last month, 
into the 
draw 
seems to 


meeting. I 
past month of 
received on the sub 
from ex-state presi 
they said practically 
working on this sub 
you are up against a 
lost three dwelling poli 
the owners having gone 
business themselves. You can 
your own conclusions. Sut it 
me instead of a stone wall 
over which you can sometimes climb, | 
struck a “Waterloo.” In support of 
this I call to your mind a statement in 
some of the insurance journals the past 
week or two relating to a meeting of 
company executives at Montreal. These 
journals said that “insurance history 
was made” at that meeting. Probably 
they did work out some of their prob- 
lems, but you notice they not only 
steered clear of multiplicity of agents 
but refused to take any action remotely 
relating thereto. . In: fact, it is reported 
one company refused to sign up because 


it did not want to be hampered by 
agency limitations. If the companies 
fail us in this and continue to license 
any person that can get an insurance 
policy, I say in all reverence, “Oh, 
Lord, whence cometh our help?” 


Hope for Solution 
of Present Problems 


I want to call your attention to the 
following extract from a letter of Mr 
Bell, your new national president: 

“Nothing would give me more pleas 
ure’ than to attend all state meetings, 
and meet the ‘fellows’ but I rather feel 
that at this time there are problems 
confronting us, such as the multiple 


bank agencies 
companies and 
should be given 
solution found 


agencies and annex evils, 
nd conference with 
company bureaus that 
sufficient time, and a 
It is my intention to spend most of 
iny time with the committees and make 
an ‘honest-to-God’ effort to clear up 
these evils. While they are huge propo- 
sitions, 1 believe that if we spend the 
proper time, direct our efforts in the 
right direction, we can accomplish 
something.” 
There is 
about since 


that has 
meeting 


thing 
last 


one 
our 


come 
that I 


ll 


should 
the 
tions I 


that is 
collec 
stat« 


like to emphasize and 
commissioner's ruling on 
think the agents of the 
straining every effort to regulate 
their business to coincide with this rul 
ing, and I trust each of us will continue 
striving to live up to it. When a 
knows he has to thing he pre 

for it, and when he gets in the 
habit of preparing it is troubk Js 


are 


man 
do a 
pares 


no 


do not think we will find any who ever 
paid cash, not continuing to do so on 
45-day limit 


account of. the 
‘ ! . 


F. E. Steele in Attendance 


Assistant Secretary F. E. Steele of the 
Springfield Fire & Marine was present 
and in his talk said that both agents and 
companies «need each other. They 
should work in the greatest .harmony. 
He said that the business is undoubtedly 
on a higher plane that it has been before 
,due tojthe energy and intelligence of the 
‘ocal agents.” He said that in his opinion 
the best business men of today are in- 
surance men. He said that the agency 
ranks are in need more and more of high 
powered men 
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J.E. Lutz & Company 


Established 1806 


GENERAL 
INSURANCE 


Burwell Bldg. 
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Nickerson-Sexton 


Realty Company 


110-112 Empire Bldg, 
KNOXVILLE TENN. 





W. E. MYNDERSE 
).D .CARRINGER 


Tate, Mynderse’& Co. 


Established 1919 


__ INSURORS 
4-5 Briscoe Bldg, 


D. E. TATE 


Knoxville, Tenn 





S. R. Rambo & Company 


Established 1902 
INSURANCE 
‘Cor. Church and Market Streets 
KNOXVILLE TENN. 





John M. Allen, Jr. 


GENERAL 
INSUROR 


Holston Bank Bldg. 


KNOXVILLE TENN. 
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Nashville, Tenn. 
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—Established in 1900 | 
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State Assurance Company of Liverpool 
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Reviews inane as s It Shoudd 


Be, as It Seems and as It Now Is 
By JAMES D. COLLIER 


Memphis, Tenn. 


for its share of criticisms, and 
dare say this has caused an alert- 
ness on the part of those engaged in it 
that has been instrumental in building 
a stronger system of financial protection 
for the public welfare than otherwise 
might have been done. In other words, 
stock insurance companies are today 
operated on a sound financial basis, 

which is to the interest of the public. 
Had company officials in early days 
been more concerned about their own 
earnings than building up a strong sys- 
tem of financial reserves for the pro- 
tection of policyholders, the business 
most surely could not have withstood 
successfully the conflagrations and 
catastrophies of the past. This leads 
me to believe that the system of finan- 
cial operation employed by stock com- 
panies is correct, but there are no pat- 
ents on the business, and the insurance 
world will openly greet the insurance 
Moses who will lead them to an im- 
proved method of conducting the busi- 
ness, or some genius who will invent 
a safer scheme whereby the interests 
of the masses of the people will be more 
securely protected and promptly served. 


Leads All Business 
as Aid to Public 


T tor insurance business has come in 


Insurance today is probably linked 
more closely with the economic welfare 
of the public than any other business. 
It is the one medium of service which 
financially protects the individual, the 
merchant and the manufacturer against 
hazards over which can be exercised 
slight control, if any. Losses from fires, 
windstorms and various casualties, if 
not insured against, subject all property 
investments and commercial undertak- 
ings to complete failure. 

Insurance is the backbone of credit, 
and the staff upon which business inter- 
ests, and the property owning public 
must lean for support. In the devel- 
opment of our nation, insurance is more 
and more considered a necessity, and 
yet basically is probably more misun- 
derstood by the public than any other 
important profession or business under- 
taking. This is not as it should be. 

It is clearly the duty of the companies 
and agents to inform their customers 
in regard to rates, policy contracts, and 
fundamental principles, that a closer re- 
lationship might exist between the in- 
sured and the insurer. 

In making rates on all classes of 
property it is not only necessary to 





JAMES D. COLLIER 
Memphis 


take fully into consideration a _ given 
risk but all exposures, occupants, and 
fire protection. Differentiation is made 
between brick and frame construction, 
approved and unapproved roofs, prop- 
erly and improperly constructed flues 
and chimneys, solid and open founda- 
tions and exposure to other buildings. 

If the insuring public fully under- 
stood these facts and when building a 
residence, a mill or a store, would take 
into consideration before digging the 
foundation, just how he could get the 
lowest rate and build accordingly, the 
appalling American fire waste would be 
reduced, and insurance rates would be 
lower. But the tendency is towards 
cheap construction, disregard of fire 
hazards, and plenty insurance when the 
loss comes. 

Towns and cities should rigidly en- 
force building codes as a means of cor- 
recting this menace, and the public bet- 
ter educated in regard to fire prevention 
as a matter of personal responsibility to 
neighbor and the economic welfare of 
the community. 

The average insurance buyer never 
reads his policy and knows very little 
about it; however if he purchases a suit 
of clothes it is different. He doesn’t 
buy until he satisfies himself as to qual- 
ity, etc. Insurance is not a commodity 
and the delivery of a printed policy to 
an insurance buyer has a_ different 
optical effect on him than the purchase 
of a suit of clothes or any article that 
can be appraised either by sight or 
touch. 

If, then, this is a fact, have we who 
are the representatives of the public, as 
well as the companies, not a great re- 
sponsibility resting upon us, to study 
our business, and use our own store- 
house of information in awakening the 
value of insurance protection in its va- 
rious phases, and in doing so should we 
not endeavor to brush aside some of the 
complex problems relating to the basic 
principles of our business that an in- 
surance buyer may as intelligently ap- 
praise a policy as any commodity article 
he purchases? 


Telegram on Fire Prevention 
W. B. Calhoun of Milwaukee, chair- 


man of the fire prevention committee of 
the National Association of Insurance 
Agents, sent a telegram urging the 
Tennessee agents to become active in 
fire prevention work and make every 
day a fire prevention day. 





H. G. MeMILLAN Knoxville 
Chairman Membership Committee 
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How the Field Men 


wad Local 


Agents Can Help One Another 


By FRED H. WARREN 


Tennessee State Agent, Royal 


HE field men of Tennessee have, 
T without exception, given their moral 

support to your association and 
their influence and solicitation to its 
growth. We have cheerfully acted as 
your envoy in unfolding to the small- 
town agents especially the benefits of 
joining and cooperating with the state 
and National associations. This task 
has had a twofold purpose and while we 
were strengthening the ranks of the 
state association we were developing a 
man who was lukewarm only into an 
active, aggressive and educated insur- 
ance agent capable of assuming the 
great responsibility and trust that is 
placed in his hands. 


Rural Agent Has More 
Faith in Field Man 


The rural agent and the beginner 
have more faith in the wisdom of the 
special agent and principles governing 
the rules of practice and the ethics of 
the business than the large town agent 
and the reason for this is very patent. 





FRED H. WARREN, Nashville 
State Agent Royal 


It is only necessary for the country 
agent to familiarize himself with a few 
general rules and rates, for he has little 
to do with any class of business other 
than stores, dwellings and barns and 
the great number belonging to this class 
have stabilized the price and form to be 
used and they are written by all com- 
panies alike. If there should be an ex- 
ceptional case he merely writes to one 
of his special agents and his advice is 
accepted as final and this agent’s trou- 
bles are ended. 


Problems of Large Town 
Man More Complicated 


Not so with the large town agent, 
who is confronted with the perplexities 
incident to thousands of varied mercan- 
tile and manufacturing risks, for which 
he must prepare a cover that will meet 
the demands of the assured and at the 
Same time conform to the rule book 
adopted by the companies as a safeguard 
against what their ethics would term 
unfair competition. He is further re- 
quired under the present-day system of 
underwriting to be posted on the haz- 
ards and processes of all the manufac- 
turing plants under his control, for the 
scientific methods of establishing the 
cost of insurance to his client take these 
into account. The up-to-date agent is 
alive to this necessity and he advertises 
service” and he must be able to deliver 
the goods or fall behind. 

_ If his office is large enough and he is 
imancially able he employs an engineer 


trained usually by one of the company 
rating bureaus or he appeals to the spe- 
cial agents of his companies, who are 
also trained in the application of the 
rating schedules, to render him service 
and see to it that his brother agent does 
not take advantage of him through tech- 
nical knowledge that will enable him to 
secure the promulgation of lower rates 
or more advantageous forms. 


How Field Man Can 
Help the Local Agent 


If the special agent is qualified to 
render this service he has made himself 
worth while to the agent and establishes 
a relationship that is of an advantage 
to both parties. In other cases where 
the local agent has upon his books a 
large volume of business secured 
through his personal influence and serv- 
ice he sees the necessity of having a 
local board in order that all agents in 
the town will live up to ethical practices 
and insure to him the reward incident 
to good service. It is not always pos- 
sible to have all agents in the town join 
this local board, and again the services 
of the special and state agent are valu- 
able in bringing about influences that 
will convert the nonboard agent, as he 
can visit your friendly competitor and 
show him the advantages of organiza- 
tion. In this respect the special agent 
has again shown that he is a valuable 
ally to your business. If the local agent 
takes his place in the community 
wherein he lives in civic matters and 
matters of conservation he again finds 
the special agent a valuable ally in 
bringing to the attention of his towns- 
men the value of fire prevention. And 
being a stranger in the community he 
can lay facts before the town that will 
benefit them and possibly have more 
weight than the local agent by reason 
of his wide and varied experience. It 
also very often happens that a loss oc- 
curs that needs prompt and efficient ad- 
justment, through our system of bureau 
adjusting and independent adjusters, the 
services of the right man are not always 
available, and the special agent of the 
company comes in very handy to the 
local agent, as he can appeal to him and 
get a responsive ear to the importance 
of this particular adjustment. 


Something to Be Said 
on the Other Side 


In all the things I have said up to 
this time, the local agent will agree with 
me in full. There are two sides to 
every question, and I am taking the 
liberty this afternoon of cautiously 
touching the other side. 

When a special agent asks you to re- 
tire his company from a particular risk, 
after due inspection and investigation, 
he should give you full information. He 
has exercised his best judgment, and 
you should not punish him by a dimin- 
ished return of premiums from your 
office. When a special agent visits your 
office, advising you that his company 
has sent him to collect a balance that is 
from three to five months old, it is a 
little bit unfair to say to him that some 
other company extends a larger credit 
and does not insist upon payment. If 
that is the course his company is to 
pursue his premiums will be materially 
reduced. 

We are often called upon in the ca- 
pacity of special agents to visit towns 
where there is some friction with the 
affairs of the local board of that town, 
and we are not always able to bring 
about an amicable settlement between 
the agents, but very often occupy the 
position of the man who interferred with 
a family quarrel, and had both the hus- 
band and wife combine forces in beating 
up the peacemaker. 

The special agents of this state have 


TENNESSEE LOCAL 


AGENTS’ NUMBER 


recently come in for some criticism by 
reason of the support they have given 
to the Tennessee Audit Bureau, and 
while we have so many of the local 
agents gathered together it would seem 
an opportune time to bring to their at- 
tention the advantages of an institution 
of this kind. It was at the instance of 
some of the leading agents in Tennes- 
see that the Tennessee Audit Bureau 
was founded. It was quite a task to 
put this bureau in operation, and the 
companies approved the measure, see- 
ing that it was a splendid safeguard 
against discrimination, both as to the 
agent and property owner. The scheme 
is working splendidly in all towns in 
Tennessee, excepting some instances in 
the larger cities. These exceptions oc- 
cur from two sources. The first is a 
desire of an agent to deliver a contract 
of insurance that is more liberal than 
his competitor’s. Such cases are, hew- 
ever, greatly in minority. The second 
source of friction seems to be from in- 
numerable and slight errors, calculations 
or changes in the rules that do not ap- 
pear to the agent to be material to the 
contract. As we gain experience in 
what we might term obedience to the 
trafic laws in this respect our difficul- 
ties are rapidly diminishing and will 
continue to do so if all of us earnestly 
strive at sincere cooperation in work 
ing out the insurance problems that 
confront us. 


Must Get Insurance 


Nearer Real Values 


C. R. Reed of LaFollette, Tenn., came 
out very strong before the Tennessee 
agents’ meeting at Nashville in his stat 
ment that many agents today are guilty 
of overinsuring property. He said that 
their minds had gotten poisoned with 
the high values of a few years ago. Val 
ues during the war period ran up ma 
terially and more insurance was de 
manded. The insurance agents have not 
gotten some of their assured down to 
normal. He said that it is time to wake 
up. An agent, he said, is not serving the 
public or the insurance companies as he 
should, unless he does everything he 
can to reduce the fire waste. He said 
that agents should study values, be con 
servative in the amounts of insurance 
they write and hold down the insurance 
so that it will not exceed the value of 
any property protected. Mr. Reed said 
it is the business of the agent to advise 
the assured as to fire hazards. He 
should see to it that better building con 
ditions are brought about and that the 
premises are cleaned up and fire hazards 
reduced. 


Dinner and Theatre Party 
Given by Nashville Agents 


Thursday evening a dinner was given 
at the Hermitage in charge of President 
H. Phelps Smith. Insurance Commis- 
sioner Caldwell of Tennessee, Charles 
L. Gandy of Birmingham, Ala., C. M. 


Cartwright of THe NaAtionaAL UNDER- 
wrITteR, and Dr. W. D. Haggard, the 
well known Nashville surgeon and 


president of the Exchange Club, spoke 
briefly. Afterward the entire party was 
taken to the Princess Theater. This en- 
tertainment was given by the Nashville 
Board, a delightful evening that was 
keenly appreciated. 


IS OPPOSED TO SIDE LINES 


Will E. Walker of Winchester, Tenn., 
Called Attention to the Danger in 
His State 


Will E. Walker of Winchester, Tenn., 
at the Tennessee agents meeting at 
Nashville spoke of the number of non- 
descript agents who were appointed to 
bring in 2 few premiums. He said that 
these small fry although doing a limited 
business, cut down the income of the 
legitimate agents. He is in fayor of an 
agents qualification bill. He said that 
mnay of these agents do not care any- 
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thing about their business. They will 
not join a local board. They will not 
take an insurance paper. They will not 
go to insuarnce meetings. He referred 
to the increasing number of banks in 


the insurance business. Officials and 
employes of banks are licensed as 
agents. He said that the companies 


should take up the bank agencies. He 
called attention to the fact that informa- 
tion is secured in banks which gives its 
ugent undue advantage in forcing insur- 
ance his way. This he said, is unfair 
competition, Legitimate agents and 
those giving their full time to the busi- 
ness he said should be encouraged. In 
many towns the legitimate agents are 
forced to take up other lines to help 
out because of these small fry agents 
that are securing business that really 
shouk! not go their way. 


Says Qualiiention 
Law Sorely Needed 


Insurance Commissioner A, S. Cald- 
well spoke on the floor during one of 
the sessions of the Tennessee Associa- 
tion of Insurance Agents and said that 
during the eight months he has been in 
office he is convinced that an agency 
qualification law should be enacted. He 
said that the agents should get in touch 
with their legislators, explain the needs 
of such a law and should also get influ- 





L. ¥. MASON 
Memphin 
ential policyholders to sponsor the 
measure. He said there are too many 


incompetent agents being appointed in 
Tennessee. The companies he thinks 
are greatly responsible. They want 
business. They make a drive for it and 
they go too far in appointing men re- 
gardless of their fitness. He said. that 
many agents are appointed who control 
a little business and have no qualifica 
tions to be writing policies. He said 
that he would cooperate to the fullest 
extent in getting such a law passed. 


State Forester Speaks 

R. k. Maddox, state forester of Ten 
nessee, told of the conservation work 
that is being done in protecting forests 
against fires. He said that careless 
smokers cause many forest fires today. 
The great increase in the price of 
lumber should make forest fire protec 
tion a subject in which everyone is in 
terested. 


Editor Young E. Allison of the “In 
surance Field,” who was scheduled to 
speak, was unable to be present on ac- 


count of illness. President H. Phelps 
Smith referred to Mr. Allison in very 
flattering terms. All regretted his 
absence. 


R. P. Hare, Jr., of Chicago, assistant 
general agent of the Philadelphia Fire 


& Marine, who formerly traveled in 
Kentucky and Tennessee visited the 
Tennessee meeting and spoke briefly. 


























14 


ee mR Idea Secesieiid in 


Annual Address of President 


By H. PHELPS SMITH 
Nashville, Tenn. 


I is gratifying to learn from some 
who have traveled the -state ° fre- 
quently, that. a greater and’ more 
strious interest appears to be: mani- 


fested in the state associatiom, this; no 
doubt, growing out’ of the: fact: that 
right thinking and well meaning insur: 
ance agents all over the land are realiz 
ing now as never before they’ have -a 
profession, the preservation of ‘which 
is predicated upon:a well developed or 
ganization and the inherent power it 
wields for good. 

It should be pleasing for you to Know 
that there ‘have been few reported and 
proven infractions of your rules (none 
of them serious). and: they have. been 
dealt with in a ‘satisfactory way and 
to the end of preventing recurrences. 

Your association’s membership, nu- 
merically, has undergone but little 
change during the -past year but 
strengthened : materially in interest : by 
events which have proven the -influ 
ence had and the necessity of our ex- 





J. D. COLLIER 
Memphis 
istence, as reflected by the work of 
the National Association. 


Agency Efficiency and 

Education Stressed 

Agency efficiency and education 
should at all times occupy the atten- 
tion of the man or woman desiring to 
be a service giving agent and we must 
frankly admit that the profession has 
no place for the agent who wants 
only the commission and is unwilling 
to educate himself beyond the point of 
a mere individual, capable only of de- 
livering a policy and collecting for it. 

Let your attention be drawn to well 


selected insurance journals which are 
an educative force well worth recog 
nition. 

Every agent on the American con- 


tinent and elsewhere whether he be 
an association member or not, owes a 
huge, unpayable debt of gratitude to 
men like James L. Case (the Gypsy 
Smith of insurance) and Frank Bell 
and many others, who have worn and 
wear now the mantle of responsibility 
as executives of the National Associa- 
tion. Do you realize that the men who 
compose the executive committee of 
that body are the busiest and best quali- 
fied insurance agents in America and 
that they are giving unsparingly of their 
tame, talent and money to obtain results 
for you and preserve the welfare of your 
business? 

The matter of company cooperation,- 
which has of more recent times mani- 


fested itself, has contributed much to 
pave the way for an easier solution of 
our difficultiés. students of the 
businéss have ‘observed what an im- 
pétus was given to local boards through 
out the country when it was announced 
last spring the Western Union and the 
Western, Insurance Bureau had passed 
resolutions of a most friendly nature 
You will recall that the resolution 
passed by the Union was to the ef 
fect that:. “Each member of the Union 
shall be obligated to observe the rules 
of any regular constituted local asso- 
ciations which have first been passed 
upon and approved by the conference 
committee.” 

If, therefore, for no other reason than 
to meet this splendid cooperative ad- 
vancement on the part of the com- 
panies, there should be an established 
agents’ organization in every town in 
this state: where two or more agents 
are located. 


Close 


Committee to Confer 
With Field Men Urged 


By way of briefly stating some needs 
of the state association, | want to bring 
the following to your attention: 

Ever recognizing the valuable coop- 
eration and highly appreciated efforts 
in our behalf of the field men of our 
state, there should be appointed a com- 
mittee of at least five representative 
members of our state association, who 
may from time to time, as exigencies 
arise, sit in conference with a commit- 
tee of like number of the field men’s 
organization. I believe many problems 
would come up for friendly discussion 
and disposal were this put into effect. 


Speakers Bureau Would 
Assist in Education 


Some lawyer of distinction has been 
responsible for the statement that the 
public, as a whole, is not sufficiently 
informed on insurance and the real 
relation it bears to the commercial and 
industrial activity of our country, and 
furthermore, that underwriting from the 
standpoint of rate making and profit 
sharing is kept too much to the back- 
ground. It would, therefore, seem most 
desirable if this association could pro 
mote through its local boards, effective 
methods of putting this information 
properly before the public, thereby edu- 
cating them to the real facts concern- 
ing our business. Possibly this could 
be done by following a method as em 
ployed in some localities in the organ- 
ization of a speakers bureau which 
would, at various intervals, handle the 
subjects before civic luncheon clubs and 
other public gatherings. 

It is really too lamentable that our 
wonderful insurance journals are not 
more freely subscribed to and read lib- 
erally by the insuring public. 


Cooperation With 
Commissioner Sought 


I can not pass the opportunity to 
express profound regard which I know 
this entire membership holds for In- 
surance Commissioner A. S. Caldwell, 
who is endeavoring most earnestly to 
see that both insurers and insurors are 
given fair and equitable treatment. 
It, therefore, occurs to me that perhaps 
he might welcome a plan, if adopted by 
this association, of its delegating a com- 
mittee of three or more, if necessary, to 
have quarterly or at stated intervals, 
confererices with him for the discus- 
sion generally of matters which may 
arise concerning the public welfare as 
well as that of the insurance agents 
and companies. He, of course, should 
be consulted as to his desires for the 
adoption of such a plan. Commissioner 
Caldwell, as you know, like Commis- 
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sioner Button of Virginia, is receiving 
some nation-wide favorable criticism for 
his action in ruling as he did on prem- 
ium collections. 


High Tribute Paid to 
Miss Julia Hindman 


Carrying out the suggestion adopted 
by the National Association, there is 
published monthly a news letter de- 
signed for disseminating helpful infor 
mation for the benefit of the members 
of this organization. While it is desired 
to have the periodical characterized by 
brevity and pointed ee ae yet, 
it would seem most desirable, agents 
throughout the state would Beelie to 
our secretary any bits of helpful hints 
or practical business methods which 
might be of benefit to other agents in 
other parts of the state. 

I feel that my remarks ‘on this oc- 
casion would be entirely incomplete if 
[ omitted a word about our unmatch 
able secretary, so endearingly known 
around convention halls as “Miss Julia.” 
Perhaps the crystallization of business 
ethics and whole-hearted devotion to 
organization work finds its being in our 
own Miss Julia Hindman, whose sterling 
character and fine professional accom 
plishments have individualized her as 
the outstanding “insurance man” of 
America today. 


Executive Committee 
Meetings to be Held 


In Smaller Cities 
While the executive committee of the 
Tennessee Association of Insurance 
Agents decides on where the next meet- 
ing will be held the members passed 
resolution asking that the 1924 conven- 
tion be held in Chattanooga and un- 
doubtedly it will. At one of the sessions, 
Clifford Love of Murfreesboro, invited 
the association to hold its next meeting 


there. He said he thought it would be 
of great advantage if the association 
would meet in some of the smailer 
cities. He declared that the smaller 

—_— 
towns should be encouraged. Later, 


however, R. T. Groom of Murfreesboro 
said that it would be impossible for his 
city to handle a convention of any mo- 
ment. It was felt, however, that in Mur- 
freesboro and some of the smaller cities, 
meetings of the officers executive com 
mittee and any others who care to at 
tend could be held. There will be thre« 
or four such meetings every year in 
Tennessee. 


Company Officials Present 


Among the company officials present 
were Assistant Western General Agent 
Robert P. Hare, Philadelphia F. & M.; 
Frank G. Snyder of Snyder Bros. Gen- 
eral Agency of Lexington, Ky.; Vice 
President Spencer Welton of the Fidel 


ity & Deposit; Assistant Secretary I’. 
EK. Steele of the Springfield F. & M.; 
D. Cliffe Stone, general agent at Nash- 


ville. 


ENTERTAIN AT KIWANIS CLUB 

Number of Seeennee. Agents Associa- 

tion Attendants Were Guests of C. B. 
Loventhal at Nashville 


Charles B. H. Loventhal of Nashville, 
lenn., entertained at the Kiwanis Club 
Friday noon, a number of people who 


were attending the meeting of the 
Tennessee Association of Insurance 
Agents. State Fire Marshal Ed. M. 
Gillenwater -made the fire prevention 
talk. Mr. Loventhal had in his party 
Karl W. Rieke, field representative of 


the National Association of Insurance 
Agents. R. T. Groom of Murphysboro, 
Stanley Lachman, of Chattanooga, for- 
mer president of the Tennessee Associ- 
ation; Miss Julia Hindman, secretary of 
the Tennessee Association; Charles L. 
Gandy of Birmingham, Ala., vice-presi- 


‘dent of the 
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National Association; H 
Phelps Smith, president of the Tennes: 
see Association; H. H. Parmenter of the 
Casualty Information Clearing. House 
of Chicago and C. M. Cartwright of 
THe NATioNAL UNverwriter. Mr. Gandy 
and Mr. Cartwright spoke briefly foj- 
lowing Mr. Gillenwé ater. 


Home Has Diedieeaieis 


The Home of New York and its allied 
companies established official headquar 
ters at the hotel in charge of State 
Agent E. H. Sherley of Tennessee. -As 
sisting him in dispensing prospitality 
were Leonard Peterson and ’ . Ptaf- 
flin of Chicago, and Clarke aaa New 


York City, special agents improved risk 
department: Special Agents H. S. Man 
ning; J. C. Schmitt and W. R. C. Stew 
art of Tennessee 


Inspection Bureau Men 
Attend Agents’ Meeting 


General Manager F. B. Quackenbos 
ot the Tennessee Inspection Bureau, 
always has his staff at the agents’ meet- 
ing. He believes in personal contact 
with field men and agents. Headed by 
him, there were present: Branch Man 
agers J. T. Johnson of Memphis, Ira P. 





H. W. SPENCER 
Chattanooga 


Jones III of Chattanooga, C. D. Beards- 
ley, Knoxville, and J. G. Blakemore, 
Nashville; C. V. Norrel, superintendent, 
J. A. Neale, chief engineer; C. F. Tay- 
lor, assistant general manager. Mr. 
Quackenbos has a most efficient organi- 
zation, 


Convention Committees 


The nominating committee consisted 
of Walter B. Bell, Bells, Tenn.; Hart 
Caldwell, Clarksville; H. W. Spencer, 
Chattanooga; C. W. Hoff, Knoxville; 
Irving G. Chase, Nashville. 

The resolutions committee was J. D. 
Collier of Memphis; Will E. Walker, 
Winchester; Wm. W. Lyon, Nashville; 
O. P. Rutledge, Columbia; H. F. Wen- 
ning, Chz attanooga. 


Much Hospitality Shown 


The Nashville agents were most hos- 
pitable. They were everywhere present 
ready to look after the comfort of the 
visitors. Delegates were entertained at 
luncheons, automobile rides and golf. 
Some were driven out to Hermitage, 
the old home of President Andrew Jack- 
son. The local entertainment commit- 
tee consisted of Bailey Gross, chairman; 


Mark Bradford, C. A. Folk. 


te Catlin, Jr., of Danville, Va., well 
known in National Association circles, 
never fails to send a telegram of good 
will to state meetings. He did the need- 
ful at the Tennessee convention 
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What Is Thought Of Us At Home 


Tennessee is the home state of an Insurance In- 
stitution that has made remarkable progress not only 





at home but in twenty other states. 


Out of an organization of two thousand three 
hundred field representatives, Tennessee keeps two 
hundred and fifty of them busy placing the National’s 
full line of Ordinary Life, Industrial Life and Health 
and Accident Protection in the homes of Tennesseans. 


More than two hundred thousand National Life 
and Accident Policies are in force in the state. Two 
hundred and thirty-five cities, towns and hamlets are 
being covered in Tennessee by our Shield Men as 
full time representatives. They are the best equipped 
Insurance Men in America. 


Give them a chance to supply your insurance 
needs. 





Shielding Millions—Are We Shielding You? 





The National Life and Accident Insurance Company, Inc. 


NATIONAL Home Office NATIONAL 
LIFE AND LIFE AND 
ACCIDENT National Building ACCIDENT 


INSURANCC INSUPANCCE 


Nashville, Tennessee 











